International practice by Anonymous & Stevens, Roy
University of Mississippi
eGrove
Haskins and Sells Publications Deloitte Collection
1964
International practice
Anonymous
Roy Stevens
Follow this and additional works at: https://egrove.olemiss.edu/dl_hs
Part of the Accounting Commons, and the Taxation Commons
This Article is brought to you for free and open access by the Deloitte Collection at eGrove. It has been accepted for inclusion in Haskins and Sells
Publications by an authorized administrator of eGrove. For more information, please contact egrove@olemiss.edu.
Recommended Citation
H&S Reports, Vol. 01, (1964 spring), p. 08-11
INTERNATIONAL 
PRACTICE 
By J. Harry Wil l iams 
& SELLS, 
CERTIFIED PUBLIC ACCOUNTANTS, 
30 Broad St., New York. 
Chicago Office. 
London Office.. 
.20* Deart>orn St. 
...30 Coleman St. 
ANNOUNCE 
the opening of an office at 
30 Coleman Street, 
London, E. C. 
A number of the large British accounting firms had es-
tablished offices in the United States before the turn of 
the century, among them Deloitte, Plender, Griffith & 
Co. (1890), but the opening of our office in London on 
April 1, 1901 was, I believe, the first instance of a re-
versal of this trend. An announcement which appeared 
that day in London and New York newspapers is repre-
sented at the left. It shows that the London Office was 
the third to be established by our Firm, the Chicago 
Office having been opened in 1900. 
Why did Haskins & Sells venture abroad so early in 
its career? The answer is simple—to serve our clients 
who had established foreign operations. The basic pol-
icy established by the founders of our Firm with the 
opening of the London Office has not changed; we must 
be in a position to serve our clients where ever in the 
world they wish to operate. One of these clients who 
had ventured abroad and needed service in London 
just before we opened our office was Barnum and Bailey 
Circus. 
After World War I, the flow of American capital 
abroad began to assume really significant proportions. 
In line with our policy, the Firm kept pace. H & S offices 
were opened in Havana and Shanghai in 1919, in Paris 
in 1920, in Berlin in 1924, and Manila in 1926. Except 
for Havana, practice in these offices was suspended be-
cause of World War II, and practice in Havana was sus-
pended by Castro. Paris was reopened shortly after the 
war; Shanghai and Manila could not be reopened— 
Shanghai because of the Communist takeover, and 
Manila because of restrictive legislation regulating the 
professions adopted by the Philippine government 
shortly after independence. In Germany we moved the 
domicile of our Wirtschaftspruefungesellschaft (liter-
ally: certified public accounting firm) from Berlin to 
Dusseldorf, reactivated it, and changed its name from 
Haskins & Sells to Deloitte, Plender, Haskins & Sells. 
There is no precise date marking the establishment 
of our long relationship with the fine British firm of 
Deloitte, Plender, Griffith & Co. However, we do know 
that DPG&Co. collaborated with us in rendering cer-
tain professional services in an insurance investigation 
in New York in 1905-06. We know, too, that Deloittes 
rendered services overseas to certain of our clients from 
time to time thereafter, but it was not until 1924 that 
the relationship was formalized by combining our prac-
tices in Canada, Mexico, and Cuba (where Deloittes 
had maintained offices for many years) and organizing 
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the firms of Deloitte, Plender, Haskins & Sells in those 
countries. Thus was established the name under which 
most of our international practice is conducted today. 
DPH&S firms were organized in Argentina in 1929, 
Brazil and Chile in 1930, and the Union of South Africa 
shortly thereafter. Other firms have been organized 
from time to time as the need for them arose, the 
last one being in Spain very recently. 
In Cuba, Canada, and Mexico, the countries where 
we first joined forces formally with Deloittes, the com-
bined practices were carried on only by DPH&S firms. 
This is also true in all countries where "New York" and 
"London," as we sometimes refer to each other, have 
established practices in recent years; Japan, Venezuela, 
Colombia, Switzerland, and Spain are illustrations. 
In many other areas of the world, however, Deloitte, 
Plender, Griffiths & Co. had established practice offices 
long before anyone even thought of DPH & S firms, and 
the name carries much prestige and goodwill. In these 
areas —for example, Bulawayo (1905), Johannesburg 
(1906), Buenos Aires (1908), and Rio de Janeiro (1911) 
New Office in Madrid 
Foreign investment in Spain, almost completely 
cut off during the Spanish Civil War and again 
in World War II, gradually returned during the 
early 1950s until now, with greater economic 
stabilization and relaxation of governmental re-
strictions, it has increased greatly in the past 
few years. The interests of our clients in Spain 
have been served in the past by our Paris Office. 
Now, to make available a more comprehensive 
range of services, an office of Deloitte, Plender, 
Haskins &. Sells has been established in Madrid, 
Spain's capital and its largest city. With a popu-
lation approaching two million, Madrid is the 
center of the country's commerce and industry. 
• W. Stephen McAdam, formerly of the Paris 
Office of DPH&S, is resident manager of the 
new office. 
International Practice 
—the DPH&S firms were organized as sister firms of 
the local DPG&Co. firms, primarily to render services 
to H&S clients. The partners of these firms normally 
are certain partners of H&S, of DPG&Co., and the 
partners of the local firms in the respective countries. 
The sister firms share professional staff, office facilities, 
and so on. 
Because of our long and satisfactory association with 
Deloittes in many parts of the world, it became in-
creasingly apparent to both firms that it was somewhat 
illogical for us to maintain H&S offices in Europe and 
for Deloittes to maintain DPG & Co. offices in the U.S.A. 
In 1952, it was decided to merge the H&S practice in 
London and Paris with that of Deloittes and to organize 
DPH&S firms as sister firms of the DPG&Co. firms 
in those cities. At the same time, the DPG&Co. prac-
tice in the U.S.A. was merged with that of H&S, and 
a DPH&S firm was organized as a sister firm of H&S 
to deal with certain overseas clients of Deloittes. 
The management of the DPH & S offices does not vary 
materially from that of our H&S domestic practice 
offices. The day-to-day affairs, both professional and 
otherwise, are in the hands of the local partners. "New 
York" or "London," or both, are consulted from time 
to time on technical and other problems, just as our 
domestic practice offices consult with the Executive 
Office in New York. 
"New York" and "London" have worked in close co-
operation in the management of the DPH&S practice 
offices. While we are always in consultation with each 
other on important matters, the administration, con-
sultation, and advice relating to the DPH & S firms have 
more or less followed natural spheres of influence. For 
instance, the firms in Europe and Africa are the pri-
mary responsibility of "London" and those in the West-
ern Hemisphere are the primary responsibility of "New 
York." 
Australia is the only area where H&S and DPG&Co. 
have not yet combined their practices. To serve its cli-
ents, H&S established its own firm in Australia in part-
nership with an Australian firm, and DPG & Co. did the 
same thing for its clients. "New York" and "London" 
have now decided to reorganize their practices, and the 
necessary rearrangements are almost complete. It is 
expected that a DPH & S firm in Australia will be estab-
lished at an early date, and the practices of H & S and 
DPG&Co. in Australia will then be conducted by the 
DPH&S firm. 
Some of our international practice is conducted 
through correspondent firms which are not formally 
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affiliated with H&S, although we have a very close 
association with them. They have been carefully 
selected to serve our clients in certain areas where for 
one reason or another it is not feasible to establish a 
DPH&S firm. It is not possible to establish offices in 
some countries because of laws restricting the practice 
of accountancy to their own nationals. In a few coun-
tries, the rules of the accountants' own professional in-
stitutes prohibit their members from entering into 
partnership with foreigners and, in at least one country, 
with non-members. 
Then, of course, there are some areas where it would 
not be advisable for us to open an office for the reason 
that our correspondent firms can render better service 
Notes on a Recent "Junket" 
Last fal l , I visited New Zealand, Australia, Singa-
pore, India, Pakistan and Turkey. Most worth-
while from a business viewpoint and very inter-
esting from a personal one. Many sheep in 
Scot land? In New Zealand there are 20 for each 
person, around 40,000,000 in all. . . . San Fran-
cisco spectacular? Have a look at Sydney some-
t ime. . . . No noticeable tension in Singapore, de-
spite the fact that it is l itt le more than a stone's 
throw from Indonesia. . . . I was told by the first 
driver I had in India that I would f ind that country 
a land of contrasts. Precisely. Where else would 
you f ind a Taj Mahal (fantastically beautiful) 
and a city where half a mill ion humans lie down 
on the sidewalks at night to s leep. . . .And did 
you know that the interesting city of Karachi sits 
in a desert, and that Istanbul straddles two 
continents? 
than we could, at least for an initial period of years. 
This is understandable because in many cases it takes 
time to acquire knowledge of the language, customs of 
the people, laws, and so on. 
Almost all of our correspondent firms have repre-
sented us for many years. In fact, our first such associa-
tion was established in 1905 with the very fine Dutch 
firm of Van Dien, Van Uden & Co. Our relationship 
with this firm has been excellent down through the years 
to the present time.Van Dien,Van Uden & Co. acts as the 
correspondent of our Dutch firm of Deloitte, Plender, 
Haskins & Sells. 
We deal with our correspondent firms in much the 
same manner as we do with the DPH&S firms, sup-
plying to them substantially the same technical mate-
rial, such as our Technical Procedure Manual, Cash 
Hand Book, audit programs, and questionnaires. They 
are visited from time to time by H&S partners who 
consult with them as to procedures and reports in-
volving H&S clients. Their reports on subsidiaries or 
branches of our clients are accepted by us for consoli-
dation purposes without qualification of our opinion. 
The inside cover map indicates the locations around 
the world where we have international practice offices. 
Obviously it is not feasible to have DPH&S firms or 
correspondent firms in every country. However, as to 
many countries where we have no official representa-
tion, we maintain in the Executive Office a list of ac-
counting firms that can be supplied to our clients should 
the need arise. 
It might be of interest to mention just two things to 
illustrate the size of our international practice: Out of 
55 domestic practice offices, 34 have clients with foreign 
subsidiaries or branches served by our international 
practice organization. Also, to further our program of 
controlling quality and achieving uniformity in report-
ing practices and auditing procedures, the Executive 
Office in New York receives a copy of every report 
rendered by the international practice offices relating 
to H&S clients. We have set as our goal an Executive 
Office review of at least 2,000 of these reports annually. 
Our international practice is an integral part of our 
over-all competence to serve our clients. We are fortu-
nate that the founders of our firm recognized its im-
portance, and we are also fortunate that our Managing 
Partners, from Mr. Haskins and Mr. Sells right through 
to Mr. Queenan, have actively participated in our inter-
national organization. Attention to the improvement of 
our international practice will continue, and it will 
expand as it has in the past to meet our clients' needs. 
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